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I n t e r n a t i o n a l  L P G  &  C N G  &  L N G  m a g a z i n e

What is your biggest NGV project at the moment in the US?
UPS is our biggest customer right now. They are building 13 LNG stations across the country and they’re 

probably the biggest user of LNG for long-haul trucks in the US. They‘ve bought 1,100 LNG tractors for use  
in Texas, Tennessee, Florida, Pennsylvania and Indiana–places where there’s never been NGV before. So we are quite excited 
about this partnership. We’ve also designed, engineered and manufactured our own LNG dispenser, which will fuel the trucks 
at the 13 stations we are building.

UPS has such a large, geographically dispersed fleet so LNG isn’t going to work in every single location.  
We understand that some markets will always use diesel, some will use CNG, and others will use electric hybrid 
or propane. Logistically it has to fit their transport routes and come from a source that is economically feasible.  
The equipment and infrastructure has to be there too. UPS is an early adopter and wishes to control as much of the supply 
chain as possible any business wants to manage risk and control variables. 
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How have you overcome these barriers so far–what have 
you learned about advancing in the industry?

What’s fueling the demand in NGV’s is the abundance 
of natural gas here in the US. We’re continuing to expand 
the supply, and at a price $1.50 less than diesel on average. 
Although the US is the #1 producer of natural gas in the 
world, we are the 25th in natural gas vehicle production. 
So we have a long way to go and people are starting 
to understand that at the state and national levels. 
Switching to NGV’s from diesel is very disconcerting  
to some folks. Change is difficult.

That is why UPS, as well as some other large fleets, should 
be commended for taking the risks to be early adopters on 
a large scale. 

What is holding back NGV development at the moment?
We’ve encountered a few inhibitors. One is the decision 

by Cummins Westport not to pursue manufacturing a 15 
liter engine at the moment. It has kind of left the market 
in a quandary since there is a need for 15 liter engines. 
The solution will eventually come from overseas if no one 
develops it in the US. There will be a 15 liter engine on the 
market in the next few years.

The second inhibitor is that the US government was 
offering a $.50 tax credit for LNG and CNG that expired 
at the end of last year due to an impasse in Congress.  
We don’t know what’s happening with that, or whether 
it will be restored as it has in the past. Fleets don’t want 
uncertainty. So we are seeing a little bit of a lull in that 
area. Fleet owners are very smart operators and they 
know their cost of major items down to the penny.  
The $.50 is a significant amount so they would like to know 
if it there or not. 

Uncertainty is not something that goes over very well 
with fleet owners and who can blame them?

But we’re still very bullish on it. We see opportunities  
in NGVs and if the tax credit is resolved and a 15 liter 
engine appears, I believe the market will expand rapidly. 
Larger firms that have LNG on-site from other applications 
will migrate to LNG for their NGV fleets as well. The UPS 
nationwide rollout is already very positive and there are  
a number of other fleets watching very closely to see how 

UPS does with this. If UPS can save significant dollars you 
will see other fleets converting. Saving a $1.50 per gallon 
is a significant cost advantage and other fleets will seek 
to achieve the same savings or they’ll find it difficult to 
be competitive. Companies like GP Strategies are striving  
to implement more cost-effective equipment and techniques 
to continue to drive down the cost of infrastructure.

What steps has GP Strategies taken to become more 
active as an LNG development company?

We define ourselves as an LNG distribution infrastructure 
provider. We’ve been involved in a quite a few off road 
applications, as we knew early on that we wanted to work 
with the mining, marine, rail and industrial markets. LNG is  
a growing space and, with the knowledge we already had 
under our belt, it was easy for GP Strategies to support this 
industry. We specifically moved the company into some of the 
offroad market applications that we were already familiar with.

Our customers tend to be long term relationships.  
We had a project in Idaho where we designed and built  
a trailer loading facility and saw a market sector that was not 
being served. All these peak-shaver plants are owned by large 
utilities in the US that wanted to start selling LNG to the public 
and did not have a way to distribute it, so we started building 
trailer loading facilities and are quite active in this market, in 
the US and Canada.

This new endeavor has grown over the last year and 
half as previously there was no market for this offering.  
The other driving force is that, until a few years ago,  
we had not seen any new LNG plants in the US, except maybe 
one, in the last 20 years. Now you’re seeing at least 15 planned 
or under construction in the US and Canada. One of the 
projects, by Cheniere, is going to be an export terminal. 

Some of them can produce in one day what the entire country 
uses in LNG in a week. We are seeing an evolution, if you will, 
and we are working on the front edge of it. Various new markets 
are opening such as mining, rail and marine. New firms are also 
entering the market. It’s an exciting time.

At least five LNG plants on the US Gulf Coast, Texas and 
Louisiana have received approval by the DOE to export LNG. 
These are multibillion dollar plants that will be export terminals. 
Cheniere’s plant will cost up to $10bn and be up and running 

in three years. You’re talking about thousands  
of employees and lots of engineering firms 
involved in building these 5 export terminals. 

What experience do you have in project 
development for small-mid scale LNG production 
facilities and what are you working on now in the 
United States?

We are under contract with several smaller 
plants up to 150,000 gpd to provide design, 
engineering and construction services for storage 
and trailer loading. 

So is this market set for major growth?
Absolutely and with the recent political issues 

in Russia LNG is viewed as a potential solution to 
Europe’s energy problem. 

What LNG markets are you targeting and why?
For LNG distribution, we are targeting rail, 

mining and marine. Obviously transportation 
is our principal niche, with trailer loading, but 
also any other industrial processes including 
vaporization. The way I look at it, you’ve got five 
different horses running in a race and they started 
at different times.

Transportation had a head start, about 20 years 
ago. With marine, the blueprint was set in Europe; 
rail is just starting and mining has already begun 
a few projects. So they‘re all at various stages 
of the race, but are all in progress and gaining 
momentum.

Marine success has been demonstrated in Europe. 
We’ve been working with vaporization applications for 
quite a long time. Anywhere there’s not a gas pipeline 
you are going to see more LNG being used, especially 
in Japan. Since they don’t have any natural gas and 
their nuclear programs shud won after the Fukuyima 
disaster, they run the entire country off LNG. So power 
generation in Japan is all from natural gas, and LNG 
provides the easiest way to transport large quantities.

What strategic partnerships do you think are 
necessary for advancing small-mid scale LNG 
projects?

In the LNG market, we’ve always seen a great 
deal of collaboration. You’ll see marine companies 
collaborate and interact with various onshore 
companies, for example. If you’re talking about  
a Cheniere, it will mean a number of large and smaller 
engineering firms collaborating to be successful 
on that project. Three years ago, the market for 
industrial trailer was very small and you would 
have starved if that were your principle business.  
You have to be a flexible company and take advantage 
of evolving markets and new opportunities. 

What has been the most significant challenge 
you have faced so far when developing these 
projects?

A few years ago the major challenge was to 
actually convince people to use natural gas. We’re 
not finding that now. People see that natural gas 

is here to stay and prices are relatively stable.  
End users do not like surprises and now they trust 
the pricing model. Natural gas is abundant and is 
a reliable source and will be there in the future. 

Looking forward, what is your outlook for the 
industry and how do you see GP Strategies’ role 
developing over the next few years?

I’m very much an optimist about this market. 
I’ve always been bullish on it, but if you take  
a good look, you’ll see all the companies involved 
now are significant in size. When I started in – LNG 
in 2006, the General Electrics were not there, 
the Caterpillars were not there. They would not 
be making significant investments if they didn’t 
believe that this market was rapidly expanding.

Then you have the ships, which are proven  
in Norway and even Rotterdam–those are large-
scale users. Drilling rigs are now running on 
LNG too. It’s a very portable fuel and it works 
well for them. So they’re all in. And just recently, 
Trinity Industries, which is the largest railcar 
manufacturer in the US as well as a shipbuilder, 
has just entered the market. These are all large 
companies that are well capitalized, and that’s 
another reason for optimism.
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